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The order management system (OMS) and execution management system 
(EMS) marketplace is one where historically firms have shied away from 
change; effectively ‘making do’ on a clearly non- optimal platform. 
Typically, there were three reasons for this reluctance to change: 


CUSTOMIZATION 
In most cases the incumbent platform will have been customized 
over many years (often by those no longer at the firm). 


EXTENSIVE INTEGRATION 
The platform will be fully integrated into all dependent systems, 
often in a very complex system infrastructure. 


KNOWLEDGE 
Users will have comfort in knowing all the system workarounds, 
and having familiarity with the numerous features and settings. 


Recently, we have seen this inertia disappearing - firms are now 
actively considering changing provider and thus assessing the 
different vendors in the space. This change appears to be driven 
mainly by two main factors: Dissatisfaction or instability with 
their current offering, or closure of the current platform. 


While this assessment process feels daunting, it is a unique 
opportunity to enact a positive impact on your business for 
many years to come. Done correctly, it will result in a technology 
partner who will simultaneously refresh your technology stack, 
whilst also ensuring you are at the forefront of changes to 
business workflows (and related efficiencies) well into the future. 


In this article are 10 suggested key areas that we believe you 
should consider with your shortlisted vendor group. 
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01 ENSURE WORKFLOW COVERAGE 

Take the time to document your workflows in all regions (including 

the error processes) and go through these in detail with the shortlisted 
providers. It is likely that vendors may cover workflows differently (or not 
at all), so it is imperative you understand the impact this will have upon 
your desk. A common mistake here is to forget about the middle & back 
office - these need to be included. You should also factor in any plans you 
have to merge desks or workflows, and ensure the system will give you 
the flexibility to do this. 








02 PRIORITIZE CONNECTIVITY 

As the main touchpoint with your clients, it is essential to choose the right 
connectivity partner. The right vendor in this area will ensure a smoother 
migration process, as well as flexibility for your clients in the longer-term. 


03 ESTIMATE EASE OF INTEGRATION 

Avendor should provide an extensive and flexible integration option so 
that they can quickly plug into your other applications eg reference data, 
pricing sources etc. You should fully document all the applications you 
would not be migrating and understand how the vendor would integrate 
with them, as well as the various checks which will be required to ensure 
integrity of data. 


04 STAY UP TO DATE WITH CHANGING REGULATIONS 

Given the ever-increasing complexity in this area, you need a vendor who 
has proven expertise both in the regulations themselves, and in their 
impact upon global workflows. They should be able to describe in detail 
how they have handled recent key regulatory regime changes, including 
the level of support they give firms through such an implementation. 


05 VALUE EXPERTISE 

Most firms are looking for a true partnership when choosing their vendor, 
as opposed to an outsourced IT arrangement. For this to be the case, you 
need a vendor team with a deep bench of experience who understand 
their domain in detail but also understand ‘why’ the product exists and 
hence the dependencies. 


06 EVALUATE VENDOR STRATEGY & INVESTMENT PLANS 
You need to be comfortable your vendor is suitably resourced to support 


your current business and aligned with your future growth plans. To that 
end, you should ask them to share details such as number of resources 
in product/engineering (and the direction this has trended recently) and 
details on their overall product strategy - such as asset class coverage, 
technology stack refreshes etc. 


07 OPT FOR MODULAR DESIGN 

A modular system is generally preferable both from a migration 
perspective (allows you to migrate functions systematically as opposed 

to all at once) and from the perspective of allowing you to purchase more 
or less of the system as your needs change in the future. You should 
understand how the pricing model aligns with the modules, to ensure you 
have the level of flexibility you require. 


08 IDENTIFY MIGRATION PROCESS 

A prolonged & problematic migration process can be both costly, as well 
as introduce an unacceptable level of risk as you straddle two systems. 
You need a vendor who has a credible plan (which they have executed in 
the past with similar clients to yourselves) in order to migrate you to their 
new platform without disrupting service. You should feel comfortable 
with the timelines they propose, and how they will deal with issues as and 
when they arise. 


09 GAUGE “DO” VS “CAN DO” 

Vendor platform demonstrations often include items that are not yet in 
production. Be sure to confirm what is already built and in use vs only on 
a demo platform. If not built, you should ask for details of the expertise 
of those building it - ideally you want resources who have experience of 
building it elsewhere. You should factor this information into any plans 
you are given on timelines to build out new functionality; experienced 
resources are essential to deliver a well-thought out system in a sensible 
timeframe. 


10 ASSESS SUPPORT MODEL 

Last, but by no means least, you should understand the support model 
in detail. Vendors often have vastly different service levels in this arena; 
you should get information on items such as how support tickets are 
managed, what the escalation process is, how much transparency will 
they give you on system root cause & planned fixes, what tools are they 
offering to allow your teams to work more autonomously. 


Broadridge Financial Solutions (NYSE: BR), a global Fintech leader with $5 billion in revenues, provides the 

critical infrastructure that powers investing, corporate governance, and communications to enable better financial 
lives. We deliver technology-driven solutions that drive business transformation for banks, broker-dealers, asset 
and wealth managers and public companies. Broadridge’s infrastructure serves as a global communications hub 
enabling corporate governance by linking thousands of public companies and mutual funds to tens of millions of 
individual and institutional investors around the world. Our technology and operations platforms underpin the 
daily trading of more than U.S. $9 trillion of equities, fixed income and other securities globally. 


broadridge.com 


Broadridge 





You 


© 2022 Broadridge Financial Solutions, Inc., Broadridge and the Broadridge 
logo are registered trademarks of Broadridge Financial Solutions, Inc. 


March 22, 2022 


Ready for Next 


